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Our New Form 


LSEWHERE in this issue will be found letters from 
kK, some of our friends on the present change in form of 
The Rural Electric Dealer. 

Comments, published and otherwise, have been strong, with 
but few exceptions, for the change. In his letter, Mr. C. E. 
Becker of the Stearns Motor Manufacturing Company pays 
this compliment to the work which has been done in the past 
by The Rural Electric Dealer: 

“Everything considered your publication has been a very 
valuable one to the farm plant industry and in fact has been 
about the only one that has persistently represented farm plants 
in general.” 

With this reputation to sustain, the DEALER SECTION OF 
ELECTRICITY ON THE FARM will, with even greater energy, 
uphold the independent light plant business. 

As we have asserted from time to time, there is a distinct 
field for the independent plant and this field will remain as 
long as farmers appreciate the value of electric current. 

There can be no competition between central station service 
and the farm lighting plant business, for the central station 
service performs work beyond the ability of the average line 
of independent farm lighting plants. On the other hand, there 
should be nothing but co-operation. Power company officials 
realize that with the present methods of generating and distrib- 
uting electricity they will never be able to serve more than half 
of the farms in this country. At the same time their efforts 
to interest farmers in definite sections to be served with high 
line current is also making farmers in adjacent localities elec- 
trically conscious. The efforts of the power companies through 
the National Electric Light Association and other organizations 
to educate the farmer on what electricity can do is awakening 
the farmer in general to the fact that he too can enjoy those 
(See page D 5) 
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VITROHM DIMMERS 
for Hen House Lighting Control 


cue] FUSE OOOOO0 
oo. % 
SWITCH = LAMPS 


A single Ward Leonard Vitrohm Dimmer Plate 
will control from 60 to 825 watts of lamp load 
on 32-volt lines and from 60 to 2750 watts of 
lamp load on 115-volt lines. 

They dim completely and without flicker; their 
cost is low enough to justify use wherever hens 
are kept to lay eggs for profit. 

















Our engineering department will be glad to 
give advice on your particular installation and 
recommend a practical and trouble-proof light- 
ing control system. Please use this service, 
which is free. 


32 VOLTs, 2 WIRE, DIMMER PLATES 





Watts ; | Ship. 
in Size Cat, Weighs Price 
Lamps ° Pounds . 
$10.40 
$10.40 
$10.40 
$10.40 
$10.40 
$14.00 








MMER PLATES 


This is @ “SRD”, non- ; j 3 een 

interlocking, dimmer . Pounds 

pine used saad accurate 

ighting control. Its use 

agi fia in Bulletins 

67 and 72, which will j 

be sent without charge. 2200 
2750 


WARD LEONARD ELECTRIC CO. 


MOUNT VERNON, N.Y. 
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Western Cable Farm Lighting Battery 


NEW TYPE 
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Manutactured by 


Western Cable and Light Co., Baldwin, Wis. 
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Capitalize your 
spare time 


selling “Nu-Seals” 


Universal ‘‘ Nu-Seal”’ agents can 
readily add to their incomes by 
representing this widely known, 
reputable replacement battery 
for farm-light plants. 


There is no stock to carry, no 
big capital required. We train 
you, supply you with live “leads” 
from our farm paper advertising, 
cooperate with you in every way. 


Every sale you make carries with 
it a substantial profit. It is inter- 
esting and enjoyable work and 
can easily be developed into a 
substantial, permanent business. 


Since there’s no obligation in- 
volved, why not send for full 
particulars of our dealer propo- 
sition? Just mail the coupon and 
we'll give you complete details. 








UNIVERSAL BATTERY COMPANY 


3414 South La Salle Street 


Chicago, Illinois 


Batteries for every Purse and Purpose 


AUTOMOBILE - RADIO .: 


FARM-LIGHT 


Parts for all makes of Batteries 
SHOP EQUIPMENT 


March 1128 











UNIVERSAL BATTERY CO. 


UNIVERSAL 
BATTERIES 





3414 S. La Salle St., Chicago, Ill. 
You may send me full details of your 


dealer plan. This obligates me in no 
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Our New Form 
(Continued from page D-1) 
benefits of electricity which have heretofore been the possession 
of city and town residents alone. j 
The independent plant is not built to compete with central - &§ 
station service. But it has its own field which it alone can 
serve. 
Central station service is not capable of competing with the 
independent plant in fields outside of those within economical 
reach of its lines. 
Thus these two branches of the farm lighting industry— 
each having its own specific territory to develop—can co- 
operate with mutual benefit. And that is what the movement 
is heading toward. 
We appreciate the kind comments of our patrons and avail 
ourselves of this opportunity to assure them that the change 
in form of The Rural Electric Dealer does not alter, in any 
respect, the former policy of this journal insofar as independent 
farm lighting. plant business is concerned. 
































Electricity vs. Man Power 


By L. C. Lanpts 


Member American Society of 
Agricultural Engineers 


“profit” and the other for “con- 
venience.” 

Under profit you will sell / 
small motors for doing numer- | 
ous odd jobs such as running 
feed grinders, milking machines, 
water pumps and cream sepa- 
rators, which do the job cheaper 
than by hand power. Under the 


HEN selling electrical 

appliances. you are sell- 

ing power, or something 
that makes power, and takes the 
place of 
man power. 
E lectrical 
devices 
such as car- 
pet sweep- 








ers, vacuum 
cl e aners, 
and _— small 
motors are 
usually 
classed as 
“labor sav- 
ing” equip- 
ment. There 
are two 
kinds of labor saving, one for 





L. C. Landis 





heading of convenience, you wilt 
sell electric wiring for lighting 
the home and _ out-buildings, 
toasting devices, coffee percola- 
tors, etc. Most purchasers buy 
for profit. That is perfectly 
natural, as most of us are think- 
ing about making money most 
of the time. 

It should not be a difficult task 
to convince a prospect that a 
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one horse power motor, costing 
from 5c to 1oc per hour to oper- 
ate, will do as much work as 
four or five men, and that his 
profit is the difference between 
the cost of running his motor 
and the cash required to pay his 
men. 

Pick out a few jobs around 
the farm that are being done by 
man power, and show your pros- 
pect how much money he is los- 
ing every day by not doing the 
same job by electric power. 

Let us take just one item of 
absolute necessity on every farm 
or suburban home, water sys- 
tems. There are in round num- 
bers 6,500,000 farm homes in the 
United States, and less than 15% 
of them are supplied with run- 
ning water, leaving over 5,500,- 
000 prospects for water systems. 
(True, they are not all on “high 
lines,” but those who are not are 
prospects for private lighting 
plants.) These farmers are los- 
ing the price of a water system 
every two or three years by not 
applying electric power instead 
of using man power for pump- 
ing water. 


A Farm “Power House” 


Sell your prospect on the idea 
of erecting a “power house” and 
place in it his feed grinder, milk- 
ing machine, cream separator 
and pumping equipment. A 3 to 
5 H.P. motor driving a line 
shaft will do practically all these 
jobs at the same time. If the 
well is not located near the most 
convenient place for the power 
house, there are air operated 
water systems on the market that 
use air for pumping, and this 
air may be piped any distance to 
the source of water supply. 

Competition is very sharp in 
every line today, and the farmer 
who does not apply every known 
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means of cutting down his costs 
will soon be out of business. You 
would have no trouble in selling 
any automobile manufacturer a 
machine if you could show him 
where its use would enable one 
man to do a job that formerly 
required ten men. He would be 
compelled to buy the machine in 
order to meet competition. 

You have the same advantage 
when you are talking electricity 
to a farmer. He simply cannot 
afford to turn you down and he 
will buy if you stick to the point 
that electric power is cheaper 
than man power. 

You are a mighty poor sales- 
man if you don’t win when you 
have a ten to one advantage over 
your prospect. 


Electrical Refrigeration At- 
tracting Farmers 


With the approach of spring and 
summer temperatures, with the 
seasonal increase in the problems 
of the dairy farmer, there are 
many indications that 1928 will set 
new high sales records for. elec- 
tric refrigerators and electric milk 
coolers throughout rural America. 
Already, better than 50% of the 
letters received from readers of ‘the 
regular farmer edition of ELec- 
TRICITY ON THE Farm indicate a 
desire to purchase this type of 
electric equipment this year. 

As a timely contribution to the 
scientific knowledge now available 
regarding the advantages of cool- 
ing milk and preserving other 
food-stuffs by electrical equipment, 
the Commercial Department of 
Servel Sales, Inc., Evansville, 
Indiana, has just published an in- 
teresting and instructive treatise 
entitled “Better Milk” which may 
be obtained without charge by 
addressing your request direct to 
Mr. E. H. Culver, at the company’s 
main office. 
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Bob’s Page 


Devoted to Merchandising of Electrical 
Equipment in Rural Communities 





Conducted by Robt. J. Fulton 


Looking Backward 
and Forward 


HERE is a certain some- 

thing about the New Year 

which causes a man to 
take personal inventory of him- 
self, freely admit (to himself) 
his errors of the past and 
resolve that “this year” he will 
correct them. 

A fine sentiment, but the man 
who will allow 365 days to pass 
before he either acknowledges 
his faults or attempts to correct 
them is far indeed from the 
right path. 

Few of us-can take stock on 
the results we have accom- 
plished for any given period of 
time and look over the figures 
with a feeling of absolute satis- 
faction that they represent maxi- 
mum effort, day in and day out. 

There is always room for im- 
provement. We all know that 
we have overlooked opportunities 
to go after business, that we 
have actually lost business by 
figuring certain prospects would 
keep a little longer, that certain 
c ustomers 
were _ not 
ready to 
buy, or that 
con d i- 
tions would 
be more 





Procrastination 
“Tdeal” at Bug 


some other time. 
Every man is pestered more 
or less by these infernal thought 


The 


waves of procrastination, these 
“mental bugs” that have a bril- 
liant headlight in front and a 
long sharp stinger behind. They 
breed by the millions in places 
where we are accustomed to 
meet socially, resting, in club 
rooms, movies, etc. 

But if we are to get any 
value at all out of our “hind 
sights” they 
certainly 
prove that 
the measure 
of success we 
have attained 
in the past 
has not been 
realized by waiting for “ideal” 
conditions and coming oppor- 
tunities, but by going.out and 
creating them or meeting them 
more than half way. Most of 
the business the dealers have 
sold in the past has come 
through their own initiative, and 
you can’t get any better system 
for going after it in the future. 

Every live wire dealer knows 
that there is only one unvarying 
rule to follow in making each 
month’s sales exceed the previous 
month, and that rule is worK. 
Begin early in the morning, 
early in the week—don’t wait, 
doubt or hesitate. 

The whole world respects a 
good worker and the business 
comes to him as naturally as 
flies to the honey. The man who 
is on the job persistently and in- 
sistently is the fellow who has 





Begin Early in the 
orning 
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to look back over his shoulder 
to find his nearest competitor. 


One good lick is worth 10,000 
wishes in striving for success. 
There never was a time when 
concentrated effort and diligence 
were not rewarded by a just 
measure of success, and there 
never will be. Work is the great 
conqueror, it is the one best 
friend of the living, the founda- 
tion stone of all success. One 
day of good hard, conscientious 
plugging, systematically, will 
make a man forget all the fal- 
lacies and delusions that his 
mind will collect and cultivate in 
a few days of procrastination. 
It will re-instate hope, arouse 
enthusiasm, develop a new and 
brighter outlook and put him in 
the midst of unlimited possibili- 
ties for real business. 

Force yourself to worK when- 
ever that negative element in 
your make-up encourages you to 
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wait for more “ideal” conditions, 
because they will never come. 
That stealthy enemy to man’s 
progress, that mental poison of 
procrastination has but one 
effective antidote which has no 
bad after-effects, and that is 
WORK. 

To help our dealers in getting 
the business that is now going 
elsewhere we are going to have 
this page for your questions on 
merchandising problems _ that 
come up from time to time, and 
the answers. Also each month 
we will try to give you some 
suggestions for better selling of 
appliances such as motors, motor 
grinders, etc., and we want all 
of our good dealer friends to 
watch for this page as we are 
sure you will find something in 
it to apply to your own in- 
dividual business. 

(Continued on page D 14) 





Selling Electrical Equipment to Farmers Is Real Work. And Here Is How 


One Progressive Power Company Does It—and With Excellent Results. 
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Thé Correct, Simple and 
Reliable Type 


No “‘finicky’’ mechanism to get out of 

order—any farmer: can operate it as 

successfully as the scores of other power 

appliances with which he is already 

familiar. 

Lauson Plants relieve the Dealer of the 

Everlasting Service and Trouble Calls 

caused by complicated Systems requir- 

ing skilled mechanicians to keep going. 
Safe, Dependable Selier for 
Farm Electric Dealers. 

D Write for Full Particulars. 

We also manufacture Electric Pump 

Jacks and Water Systems, Gas Engines, 

Concrete Mixers, Diaphragm Pumpers, 

Farm and Road Tractors. A complete 

line for all your trade. 

THE JOHN LAUSON MFG. COMPANY, 

13 Monroe St., New Holstein, Wis. 














Blue Ribbon 
Electric Milker 


| 









e prea 
A Portable Milker Requir- 
ing No Installation 
The only milker on the Ameri- 
can market that is a complete 
unit in itself. It operates from 
high line or farm light plant. 
You need this milker as an 
addition to your present line. 


Write us at once as we have a very 
attractive dzalers’ proposition for you. 


Electric Products Corporation 
3737 Belmont Avenue, 








___Chicago, Ill, 













Model BK 2% K. W.—$435 
Power pulley furnished. 


Are You Getting 
Your Share? 


Are you getting your share of 
sales and profits from the tre- 
mendous market that exists for 
rural light and power plants? 

There is one sure way to find 
out. Take on the “U. 8S.” Line. 
It offers you— 

— the largest discounts 

— the lowest prices 

— the strongest guarantee 

— the most complete line 

With the “U. S.” Line you can 
meet every rural and commercial 
lighting plant need. Besides 
meeting the need, you will have 
the QUALITY and the PRICE to 
clinch every sale—and turn it 
into profit. 

You can stand back of every 
“U. 8.” light and power plant 
to the limit. Every product that 
leaves our factory is rigidly guar- 
anteed to give the kind of serv- 
ice the user has a right to 
expect. 

Four sizes—from 350 watts to 
2% K. W.—among the many 
plants we manufacture, are espe- 
cially designed for home and 
farm lighting. 

We also manufacture special 1% 

and 2% K. W. plants for rural 

garages, filling stations, dance 

halls, summer resorts, etc. Our 
entire line ranges from 350 watts 

to 75 K. W. 


Write for complete information 
UNITED STATES MOTORS 
CORPORATION 
9 Nebraska St. 
Oshkosh, Wis., U. S. A. 


“U. 8. Products must give Service” 
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Portable Utility Farm 
Motors 


There is not an electrified farm 
which cannot make good use of a 
portable motor. It is frequently 
impossible, or inconvenient, to 
bring the work to the motor, and 


the only alternative is to fetch 
the motor to the work. A number 
of excellent motors for this 


purpose have appeared on _ the 
market and are very useful in 
solving the problem of applying 
electricity to the various tasks on 
the farm. 

One of these motors which has 





Motor Connected to Drive 


Circular Saw. 


Upper: 


Lower: Here Is How the Clamp on 


the Tongue Is Applied to the Ma- 
chine Which Is Being Driven. Note 


the Ground Spike in the Foreground. 


several unique features is illus- 
trated in the accompanying pic- 
tures and described in the para- 
graphs below. It is built by the 
Master Electric Company of 
Dayton, Ohio. 

The motor is mounted on a 
two-wheel truck, the wheels being 
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made of heavy steel, and with a 


five foot tongue. Inside | this 
tongue is another _ telescoping 
tongue which can be made to 


extend out an additional four feet. 
At the end of the five foot tongue 
there is a ground spike so that 
the tongue can be secured to the 
ground, and at the end of the four 





Upper: Here’s the Motor Driving a 
Mixer. Note the Attachment of the 
Tongle Clamp to One of the Sup- 


ports of the Mixer Frame. 


Lower: Letz Feed Grinder Operated 
by Portable Motor. . 


foot extension there is a universal 
clamp that can be attached to any 
part of the machine that the 
farmer wants to drive. It is 
made to clamp over anything up 
to four by four inches, and being 
universal, this clamp can be set on 
any angle or at any position. 

This make of portable motor is 
built in 3 H. P., 5 H. P. and 7% 

P. sizes. 

In front of the motor base that 
sits on the truck there is a nut 
which when loosened allows the 
motor to turn four inches either 
way. This provides a means for 
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Opportunities 


for Wide- Awake Dealers 


GENCO Light Plants 
_ HANOVER Water Systems 
Model No. 600 


If you want to increase your business and make more money, we can 
help you. Other dealers all over the country are making large profits 
with GENCO electric plants and HANOVER water systems. You can, 
too! They are modern, efficient and reliable. The prices are right. 
Commissions liberal. Full cooperation with our dealers. New and 
complete line of shallow and deep well water systems and electric plants 
from 600 to 3,000 watt capacity. 


What Others Have Done! 


One new and inexperienced Dealer at Walton, 
N. Y., sold 19 plants in 21 days, over $1400 profits 
on plants alone. A new District Manager, Mr. 
A. L. Hitner, sold 34 plants in 31 days through 4 
dealers in one county. 
Do You Want Details on Our Sales 
Proposition for Dealers and Managers? 


Hanover Engineering Co. 
Hanover, Penn. 




































Dealers! 


Tell us what your | 
farmers need and | 
want in the way | 
of electrified 
equipment. We 
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Many farmers want to use 


will gladly see their water power! 
* Wide-awake dealers findi h 
that manufactur HOPPES Water-Driven Electric” plant 
the ideal unit to recommend and sell 
ers capable of de- to farmers having running streams and 


5 . —_— Boned oe? mie on their prop- 
7 bs y, ause it provides the advantages 

veloping the equip of 2 light and power at the. low- 

é S ssible cost. 

ment are informed. } Built in sizes and types for every re- 
quirement, 

| EASY TO SELL 

| | 


Every active dealer who wants to sell 
a light ey = aed to the greatest 
i H , | possible mumber 0 rospects sh 

Suggestion Editor: know all about these modern HOPPES 
water-driven plants and our attractive 


Send your suggestions to: 


ELECTRICITY ON THE FARM | dealer proposition to help you secure 
| 225 W. 34th St., New York City 


more business on a profitable basis. 
Send at once for complete details 

| THE HOPPES WATER WHEEL CO. 
ih 180 Greenmount Ave., Springfield, Ohio 
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pulley alignment with the driven 
machine so that the belt will 
always run on the pulley regard- 
less of the position of the tongue 
or clamp. 

On top of the motor is a cast 
iron bracket which holds 25 feet 
of water tight electric cord for 
attaching to the power supply 
line. A pulley is furnished with 
the motor, and the motor comes 
equipped with an enclosed fused 
line switch. 


Some Comments From 
Our Friends 


Below are printed two more 
letters from friends of Rural 
Electric Dealer, commenting on 
our new form. 

To the Editor: 

This will acknowledge 
announcement of January 24. 

We are heartily in accord with 
the change you are making by 
combining the Rural Electric 
Dealer with the Dealer Edition of 
Electricity on the Farm, feeling 
certain that the mutual interest of 
both the utilities companies and 
manufacturers of farm lighting 
plants can best be served in this 
way since each one covers an in- 
dividual field and neither can hope 
to sell until the matter of service 
to the farmer has been definitely 
determined se that he can make 
up his mind. 

Giose Evectric Company, H. H. 

Frey, Sales Manager. 


your 


To the Editor: 

I take this occasion to express 
the appreciation of myself and the 
company which I have the honor 
of representing, of the courtesies 
extended to us by Rural Electric 
Dealer, and I also wish to thank 
the subscribers of Rural Electric 
Dealer, many of whom have sold 
Stearns Plants and many more of 
which we hope will sell Stearns 
plants. 

I do not hesitate to say that the 
passing of Rural Electric Dealer 
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is a source of great regret to me 
personally and to this company. 

Everything considered your pub- 
lication has been a very valuable 
one to the farm plant industry and 
in fact has been about the only 
one that has persistently repre- 
sented farm plants in general. 

I take pleasure in wishing you 
every success in your new arrange- 
ment. 

C. E. Becker, General Manager, 

Farm Plant Div., Stearns Motor 

Mfg. Co., Ludington, Mich. 


Looking Backward 
and Forward 
(Continued from page D 10) 


To be successful, work must 
first be well planned. Plans, to 
be successful, must be worked. 
That suggests controlled effort. 
Our practical helps in_ this 
column are going to help you 
plan, and then show you some 
profitable short cuts. 


Absorb Vaile- 
Kimes 


The McKays Company of St. 
Paul, Minn., manufacturers of 
Superior Water Softeners, have 
recently taken over the business 
of the Vaile-Kimes Company of 
Dayton, Ohio. This company will 
continue to manufacture the V-K 
electric and water driven pumps 
along with their present product, 
but will not continue production 
of the V-K softeners. 


McKays 


Metal Ware Makes 
Appointments 


“The Metal Ware Corporation 
of Two Rivers, Wisconsin, an- 
nounces the appointment of Mr. 
P. C. Cloyd as district manager 
of the Chicago territory, and Mr. 
H. W. Smith as district manager 
of the Minneapolis territory. 
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Portable 
Clipping 


and 


Grooming 
Machines 


Hanging and 
Pedestal Types 


The convenience of the Gillette 
Portable Electric Clipping and 
Grooming Machines appeals to 
every progressive stockman, 
farmer, stable owner, veterin- 
arian and dealer of dogs. At- 
tached to an ordinary lamp 
socket either 32 or 110V., it is 
instantly ready for work. No 
mechanical experience required 
to install or operate them. 


DEALERS— 
Send for attractive price list. 


Gillette Clipping Machine Co. 
INC. 
129 W. 31stSt., Dept. 11 New York City 



























DEALE 


Wholesale~ 
ELECTRICAL 


RADIO 


AUTOsupplies 
amano DEALERS: 


Do good business the 
year round. Sell Radio, 
Electrical and Sporting 
Goods, Auto Supplies, 
etc., to keep business 
going 12 months of the 
year. Get our new 212- 
page wholesale catalog 
showing huge stocks of 
merchandise at lowest 
rock-bottom prices. 
Quick service. Wonderful 
special offers. Write for 
free copy today, NOW. 


W. C. BRAUN CO. 
550 Randolph St., Chicago 
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GHT iT and POWER _PLANTS | 














24 Models 
400 Watt to 30 Kilowatt 


Why Matthews 
Helps You Beat 
Competition 


You—as a Matthews 
dealer—sell electric plants of 
24 capacities and prices. 400 
Watt to 30 Kilowatt. The 
choice of Full Automatic, 
semi Automatic, and Hand 
Controlled types. Also spe- 
cial: types for use in boats. 

You don’t have to waste 
time, and risk dissatisfaction, 
by trying to fit the job to 
the plant. You sell the 
plant that fits the job. 

Every Matthews plant is 
built the best possible—rug- 
ged and dependable—every 
part perfected by our 15 
years’ experience. The Mat- 
thews dealer keeps his profits 
instead of wasting them in 
service costs. 

Our prices compare favor- 
ably with any other recog- 
nized plants of similar ca- 
pacity in watts. You can 
beat competition quality for 
quality and dollar for dollar. 
Write for full facts and our 
proved dealer proposition. 





MATTHEWS 
ENGINEERING CO. 
Sandusky, Ohio 





“The Original Automatic” 
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Money for YOU in 
this Exclusive Sun- 
beam Sale — Clinch- 


ing Principle 





Here’s the farm lighting plant farmers 


have been waiting for When you . 
know about its different and revolu- Smell, jiatteries carry = 
tionary principle you will be quick to automatically on heavier loads 


see the profits in it for you as a dealer. 
When you demonstrate this principle to your prospect you clinch 


the sale. 
Find out for yourself about our liberal franchise offer. Write us 


Ee ounces 


FARM -LITE 


Starts, Oils, Regulates and Stops Itself 
SUNBEAM ELECTRIC MANUFACTURING CO., 
Evansville, Indiana 
Mfrs. of Railroad Lighting Equipment Since 1883 
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REBUILD REPAIR 


Farm Lighting Batteries 
With 


Franklin Plates 


Replacement Parts for Delco, 
etc., and YOU can guarantee 
SERVICE to consumer. 

(Deteo Pos.) Write for Catalogue 3/te esse eon 


Ye x 55% x 4% 
FRANKLIN STORAGE BATTERY COMPANY 


2903 W. Jackson Blvd., (Dept. F) Chicago, Ill. 





























for Farm Light 


Highest type replacement battery made; for past 12 years 
furnished as standard equipment on thousands of best 
farm light plants. Hard plates give _— life; price assures 
good dealer profit. Write today for al facts. 


(\ S 
aK \Y BATTERIES 


VICTOR STORAGE BATTERY CO. 
Rock Island, Ill. 























